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Mark Young 

Subject: SiibiobberJtesk 

Per OU, discussion, eitached youwMnd coree*•» SUh| ° bt>Bt 

Task Force Meeting. 

It was very apparent to everyone that the hSw to get them Into 

D.P.C. Into the subjobbers, now our cha 9 ® ln ord6r for us to achieve 

SS toKo gut out 0, mu box and develop eome 

non*traditlorial approaches. 

I would appreciate you providing the soma out 

responsible for the Region a » ub J“ b J*' s o «•» J of , h$ attach ed Ideas Into 
of the box Ideas to achieve our ob]ectlve, or fully develop one or or* 

s program. 


Thanks for ail of your hospitality during our recent visit- 


.£>°o 

c: Mike Buckler 
Scott Steen 
Richard Cross 

960S7DF/di 
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SUBJO BBER TASK FORCE MEETING NOTES 


t 

OBJECTIVE: To develop a program to incite eubjobbers to assist RJR in selling our 

products and promotions to low volume retail outlets that our Reps, do not call on, 

i 

• Overall consensus was that a| financial based performance program would not work. 
These accounts do little to nothing in terms of actual selling, and function more like 
order takers, filling orders frorh retailors they service. Past experience with offering 
a per carton payment progranh proved to be ineffective. 

• Other possible options to achieve objective: 

- Develop a “Telemarketing program" for subjobbers that currently do no selling 
from their warehouse. RJIjt could offer to train a part-time person for the 
subjobber, and even cost-share the weekly pay for the employee. In return, the 
Telemarketer would be required to offer RJR’s promotion to every aooount 
called, along with other Iteijns they are attempting to sell. 

i 

- Provide subjobbers with invoices used to bill their retail outlets. RJR would pay 
the cost of these Invoices as long as the subjobber allowed RJR to include a 
description of our promotions on the invoice. 

- Utilize RJR personnel (probably Part-time) to Telemarket our promotions to lower 
volume retail outlets. We Would need to secure an account list from the 
subjobber, which RJR might need to pay for. A list of promotional displays sold 
would then be provided to the subjobber for delivery or pick-up by the retailer. 

j 

Develop a contract to pay s.ubjobbers for displaying one or more of our 
promotional shippers on their primary sales counter. The promotional shippers 
could be housed in a plastic cube to minimize pilferage concerns, Would only 
apply to Rubjobbers with a sales oounter end walk-ln traffic, 


i 


V. 
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